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 00:00

Hi, everyone, welcome to another episode of legendary leaders. This is Katrina. Thank you
for joining me.

 00:09

I think I'm going to call this one no your crap.

 00:14

You know, I've been working with a client recently, and she

 00:17

is working on her business. And it's exciting businesses a good business. But it's a business
that has grown over the past few years, which is great, right? We all want our businesses
to grow. But now she is in the phase of trying to grow her business and wanting to add
new lines of revenue, and essentially bolt on additional functionalities and pathways
within her overall business structure. And when you hear me say that you're thinking, Man,
that's awesome. That's really, really good. I really want to get there. And you're absolutely
right. We all want to get there. But the challenge with her is that when I started asking
questions about Okay, well let's walk through this with some like a great idea to add on
additional revenue and, you know, different clients or pathways to serve in your business,
you know, my questions come to her are okay, well, what, you know, what's your current
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business doing? How are you currently performing? Have you solved all of the gaps in your
current business? So you can confidently add on other lines of revenue? Do you know
where you will plug these new clients in this new pathway into your current business
model? And therefore allow your you know, your quote unquote, operations team to take
that over? There's a lot of questions that I have, right because ultimately, my role as her
coach is to make sure that she's thought through all of these different pieces, and that she
understands what she is essentially committing her business to do. Right, because think
about it, we and I talked about it a little bit already. This week. Whenever we start to do
something new in our business, we become laser focused, and we start being committed
to the town But when we become committed to only the task, we lose sight of other
things that are critically important. Now in this instance, with this client, she hasn't lost
sight of, you know who the customer is. And in this new line of revenue, she's very much
focused on that. But what she's lost sight of on the opposite end, which is equally as
important, is making sure that her business is in a position to take on that new line. And
there's just this natural assumption that I think some people have that oh, well, the money
is coming in, or, oh, we've added, you know, this new team, or Oh, you know, we've done
XYZ internally, it doesn't even matter. It doesn't matter what it is, I'm sure you can come
up with some examples yourselves. You know, think about situations you've been in with
friends, or things that you've seen other leaders do where they just make this natural
assumption that the business is okay. Because I haven't heard otherwise, or whatever the
case may be, and therefore They just aren't charging ahead. And and for me, I would tell
you, I am not a charge ahead person until I have the facts straight about my business
because we all know that if it's about our business, that's our brand, and we don't ever
want to do anything to damage our brand, we have worked so hard to establish our
brand. You know, it's like gaining and losing trust. And that's essentially what our brand is
right? You have friends growing up, you had a friend, no doubt you probably had a lot of
friends. But you decided to go tell their secret to someone else. You lost the trust, they
weren't your friend anymore. Didn't matter how you could have been friends with them
since you were a kid and you got into high school and decided to say one stupid thing.
You know, 10 years of friendship gone because of one stupid moment. That's exactly what
happens in business. Whenever we whenever we go out and we damage our brand. It is
the exact same theory. So I love the fact that that my client wants to go and add on
additional business lines, but what I'm challenging her to do is to look and make sure her
business is stable. Okay? So please make sure that you do that go and make sure your
business is stable. And some of the ways I would encourage you to do that is please make
sure you're looking at your data and your numbers. Okay, now, when you first get started,
you're probably looking at Little things like, Well, you know, how many customers do I
have? And, you know, what's my, what's my monthly revenue? And, you know, what's the
what are my expenses, like, you're probably looking at a lot of p&l, financial pieces,
eventually, you've got to move to a place of customer satisfaction. If you're doing a lot of
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service to your customer. You have to get feedback on the product. If you're selling
something, right, you have to get customer feedback. So there's a lot of other data points
that you have to have, in addition to not just p&l and revenue, but then how does your
internal team How do they perform? right what's your turnaround speed? If you commit to
providing a service or a product to a client by within two days How often are you
delivering to that?

 05:02

Right? Those are critically important things, we cannot just look at revenue. And think
because our revenue is where we want it to be, that our business is efficient and
performing as it should, so that we can layer on new lines of revenue and new pathways
to serve as new customers or new clients. So please think about that. That is really where
my head is, you know, I'm working with with this client, she's she's doing a great job. You
know, it was a question that that we started to walk through. And there have been no
missteps that have been made. You know, it's why I'm here to help. Right. So no missteps
have been made, no commitments have been made, but have that dialogue. Because if
you're not having it and you don't have someone around you who's asking you those
questions, it's very easy to go ahead and jump on in if you are not holding yourself
accountable to looking at your total business. And hey, even if you have a larger
company, Have you know someone who runs your operations for you within your
business? That's great. Okay, that's wonderful. But you still, as the owner of your company,
or the senior business leader of that organization, you are still responsible for knowing
that. Because why? Because ultimately, you are still responsible for determining the
strategy of your company. And how can you come up with an amazing strategy if you
don't know how well and how efficient and just overall how sound? Your entire business
foundation is? internally? Right? We can never generate a great strategy. We can't ever
generate a solid growth plan and feel confident and comfortable that it's going to go
down the path we want it to go. Unless we honestly look at our business. Look at all of our
KPIs challenge. You know what we've been promising our customer or client relative to
how we've been actually performing, and then decide, Okay, perfect. This is exactly where
I'd want to be or man I'm doing even better than I thought I was. This is great. Absolutely, I
can definitely go add on this new service line. Now, our product line. On the other hand,
when you do an assessment, if you're not where you want it to be, and you know that you
would not be able to bring on additional partners, or whatever the situation is that you're
looking at, if you know you can't do that, based on the results, you see that hey, guess
what, you now have the time to go fix it, because that's your strategy, right? You still want
to add on an additional amount of revenue, whatever it is, you still want to do it that
hasn't changed, most likely. But you haven't learned to make promises that you can't live
up to you right now. So your goal at that point becomes Okay, my strategy is to fix these
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parts of my business and my overall process foundation in order to layer on that new line
of business. Right, you've lost nothing, you've not damaged your brand, your strategy is
still the same, but the steps you have to take in order to deliver upon that strategy. There's
just a few more Okay, and That's still an amazing place to be in. So sit back, think about it
for a minute, are you in touch with your business enough to know how you're performing
relative to the service to your customer, relative to you know, the product that you're
providing, or the service that you're delivering the internal timelines that you've
established? That then you commit to your client or your customer? And does that now
allow you to deliver to the overall strategy that you've created for this year? If it hasn't, or
it doesn't, then let's go ahead and start putting a plan in place to fix it. You know, go back
and listen to the air squared framework, podcast that I've done recently. That's exactly
how I would recommend that you tackle. You know, once you once you start looking at
your business, that's how you assess and identify and resolve those gaps. So take take a
listen to that if you haven't, but be honest with yourself, be that optimistic realist have
that optimistic realist mindset, view your business. This make those decisions, do not go
out and damage your brand and make commitments or sell a new line or an offer. You'd
have your business or an even larger, you know, pathway. Maybe it's still what you're
doing now, but it's just huge scale, and you're not ready to scale. It's the same theory, it's
all the same. Do you not go out and make commitments relative to your business that you
may not be able to make because you just don't know yet how you're truly performing
internal. I promise you, if you do that and stay in touch, no matter who's actually running
the operations in your business, if you stay in tune, you will continue to be able to develop
amazing strategies and grow your business. Because you won't, you won't make the
missteps. You won't have the mistakes. So hopefully, that helps. Take you know, take take
a lesson from some coaching that I've been delivering recently with a client that is really
doing fantastic. I'm really proud of her. But you know, we're all growing and learning and
just making ourselves better. So hopefully this helped. Thanks for listening.
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